


Jcmuary fo June, 1965 


MANAGEMENT 


65 aves ra" ......danuary 


IDEAS FOR 


OUTLOOK 


A foreca t of what's ahend for distributors and salesmen. 


CAN YOU EXPAND AND KEEP CONTROL?. . January 
Well planned branch expansion brings more “husiness. and ‘bigger 
profits for Long Beach, Calif., bearing distributor. 


“TEAMWORK SELLS VALUE ADDED" 

15 Philadelphia area distributors combine efforts in compiling a 
comprehensive supply guide for their local customers. 
NEW LIFE FO? JACKSON TOOL February 
Reappraisat of the budget pays off for Cleveland firm. 


* HOW CAN YOU HELP YOUR SALESMEN SELL? February 
Minnenpoli« distributor Increases efficiency by modernizing and up- 
grading satesmen's job with mobile radio phones, modern office 
machines, weekly sales sessions, and other extras. 


“IF YOU MUST HAVE TWO HATS WEAR THEM" 

At Neboar Supply, Seattle, the owners not only operate but manage 
their firm, tee. They are, therefore, trained to think as managers 
first ond salesmen second, - 


PITFALLS OF CONTRACT BUYING 

Cancht in a trap by a trend you didn't make? A Southern distribu- 
tor feels you can keep control by knowing costs and having the 
backhone to say “‘atop,”* 

A WAY-OUT SPECIALTY PAYS ITS WAY 

Relieving that a weil trained salesman can sell anything industry 
buys, a Cleveland general line distributor took the plunge into elec- 
tronics, and has a two-year success record, 

YOUR STAR SALESMAN COULD BE ON CAMPUS 

This «pring GR industrial distributor seniors at Clarkson College, 
Texas A&M and Western Michigan graduated. Keep these schools 
in mind for future reference in hiring new men. 


FUNCTIONAL AND ATTRACTIVE—YOUR PLANT CAN BE BOTH 
Chicago, found this to be true. Its new plant 
has ample along with a warehouse large enough to 
display ond store its products, 


Crown Supply Co., 


office apace 


MILLS & LUPTON TRIES T.V 

Prompted by the favorable response Mills & Lupton, Chattanooga, 
hod from radio, they decided to try television advertising. 
still too early to predict the effectiveness of its adver- 
periment, M&L is optimistic. 


Tenn, 
Although 
tising ©» 


witt SALESMEN WORK FOR PROFIT? 
\ ilwaukee firm finds they will. Two years ago Engman-Taylor 
“Bonus on Net Profit'’ program, based on SOSCA. The 
program o«sumesa outside men can learn to ‘‘manage’’ sales as well 
we sell when they are given incentive. 


launched a 


IDEAS FOR SALESMEN 


THE “STOCKLESS PURCHASING" SALESMAN . January 
Selling purchasing demands a specialist. Salesmen must 

kines i, stock control, standardization, and over-all procurement 

costa, Ss ive salesman leta you in on a few of his secrets in 

eelling new plans to big customers, 


HOW PRACTICAL PSYCHOLOGY PAYS OFF IN SALES 
Poughkeepoie, N.Y. distributor salesman finds a place for practical 
peveholowy in industrial supply selling. He believes a customer 
should be treated as a person and not just the means to a big order. 
Hich pressure tactics are out, 


* INSIDE SALES: A CREATIVE J08 

Here's what a veteran insi le salesman from Uplinger, Inc., Syracuse, 
N. Y¥., has to say about the challenges of ‘‘the most interesting and 
hectic job in the company,"’ 

“THINK LIKE A CUSTOMER" 

Tennessee snlecman believes that thinking like a customer is essen- 
tial in filling the customer's needs, 


DROP DELIVERY 

Pilot-saleeman Frank Duerson gets ‘Semon Bearing ‘& Supply Co.'s, 
Phoenix, Ariz., unique air service off the ground. and finds it pays 
to be a ‘Johnny-on-the-Spot.”’ 


“WHY I CHOSE SELLING AT 52” oe . 
At the age of 52, Euclid K. Pullem began. a new career as a sales. 
service specialist. Now, after 6 years, he feels it is more stimulat- 
ing than anything he has ever done. 


PROBLEM CLINIC FOR SALESMEN 
Loe Angeles firm gives its men a chance to air problems during an- 


nual motel room “skull session.’ 


NOW: SALESMEN WRITE PRESCRIPTIONS 
Salesmen for Detroit firm believe that if you have something unique 
to sell, you've added value that builds sales. 


SALES PROBLEMS 


CAUGHT IN THE MIDDLE. 
When your customer doesn't like advice froma : youn salesman who 
knows he's over-buying, what should the salesman do? 


TO BID, OR NOT TO BID, THAT WAS OLDEN'S PROBLEM..... .February 67 
Should a salesman with a plan to save his customer thousands of 

dollars a year by using his product, go to the trouble of working 

it out with his customer only to have some P. A. let out the job 

on a regular bid? 


WHAT TO DO ABOUT THE PUZZLING LOW QUOTE -March 107 
What should a salesman do when, contrary to past experience, & 
competitor gets the bid due to a lower quotation? 


THE UNGRATEFUL CUSTOMER 

What advice should a supply-sales manager give when one of his 
salesmen reports that three of his customers are using his specifi- 
cations to get bids from other salesmen? 


TWO TOUGH SITUATIONS 

When former inside salesman makes the switch to outside selling, 
he is faced with two problems in making customer contacts; what 
to do with the man who doesn't have the time, and the man who 
just wants time to think it over. 


PLANNING THE CALL 

How can a salesman. who is successful because he plans each call, 
plan what he hopes to accomplish with a purchasing agent he has 
never met before? 


SPECIAL REPORTS 


* RECRUITING AND SELECTING SALESMEN 

A five-part series on recruiting and selecting salesmen. Where to 
look for potential candidates—what to look for—how to help 
the salesman already on the job upgrade himself for a bigger 
challenge. 


How to Define the Sales Job—Part i 
Defining the Man for the rere " 
Where to Look for Sal 

Interviewing Sales reer elle Iv 
Psychological Testing——Part V 





* 19th ANNUAL SURVEY 
1964 sales are up 8% over 1963, bringing total industry volume 
past the $8-billion mark. 


* CRISIS IN THE OFFICE 

Automatic data processing—Do you need it? Are you ready for it? 
Can you exist without it? ID answers these questions along with 
fundamentals on when ang, how to install ADP. 


THE ID CASEBOOK 


New ideas from 75 firms to help you to boost sales, improve 
methods, upgrade efficiency, and reduce costs for salesmen, man- 
agement and operating people on the inside. 

JANUARY e 

FEBRUARY 


INNOVATIONS 


COMPUTER GOES TO WORK FOR BOSTWICK-BRAUN 
After a year, Bostwick-Braun is convinced that the IBM. 1440 i. 
just what they've been looking for. 


ORDERMATION COMES TO CLEVELAND 

125 buyers from 60 Cleveland firms were attracted to the city's 
first ordermation clinic. Ordermation is already being promoted by 
some larger firms in the area, 


*STOCKLESS PURCHASING: 1S 100% POSSIBLE? 

In an exclusive ID interview, Les Berry, president of Berry Bearing 
Co., Chicago, answers some basic questions about his company's 
100 %"’ stockless purchasing plan. 


THE INDUSTRY AND ITS PROBLEMS 


NORTON PLAN REACTION: CENSURE, 

FEARS FOR FUTURE, PRO AND CON DEBATE... ° 
Apprehension is the key note among distributors who are wondering 
about the long-term effects on their businesses, some of whom see 
immediate benefits and some of whom fear a trend toward direct 
selling by manufacturers of other products. 


PROMOTION 


HOW TO PLAN A SUCCESSFUL TRADE SHOW...... ° 
Here's how a Providence, R.I., distributor handled the “extensive 
planning and unexpected probems for his big open house. 


.Januery 


MEETINGS 


SIDA: 1965 LOOKS GOOD 
Another good year of business is anticipated ‘by Southern industrial 
distributors at annual mid-year meeting in Atlanta. 


. March 


TRIPLE CONVENTION 1965 

Distributors at 60th annual NIDA-SIDA- ASMMA convention in 
Miami Beach spotlight big problems ahead, but spirit is optimistic 
over future sales. 


EDITORIALS 


Soaring Sixties 

Five Questions 

20 Vears 

Change ts Abrasive... 
Crisis in the Office 
Peripatetic Editor ... 


* Reprints Available. 
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ID Article Index, July-December, 19365 


IDEAS FOR MANAGEMENT 


HOW TO PINPOINT YOUR EFFICIENCY 

How does your operation compare with other dixtributora? Scatter 
charts are a graphic illustration of the relationship between sales 
and inventories, number of invoices, sales and employees. Figures 
were obtained from a cross-section of distributors. 


SYSTEMS CONTRACTING: NEW WAY TO SELL VALUE 

“Our answer to the challenge of the future."" R. C. Neal's ’ defini- 
tion of its new “systems contracting’ plan that brings savings to 
customers, as well as increased sales. 


July 49 


August 42 


DOLLARS AND/OR SENSE?....... . Auguet 
Salesman saw a chance to anve a cuntomer time and money by 
suggesting use of a $650 product. However, the anle would wipe 

out $1,200 in replacement business. 


THE SEWED UP ACCOUNT . . . September 
Should a salesman go over the P.A.'s head in order to make | a sale? 


INVENTORY-HAPPY CUSTOMER 


on October 
A salesman helps an overstocked customer ‘with money ’ problem. 


COULD YOU WORK WITH THE AGGRESSIVE INSIDE MAN? November 


Outside salesman resents the way a new hard-<ell telephone scales- 
man pushes his customers. Management tells him—like it or not— 
UNFORESEEN PERILS: ARE YOU PROPERLY INSURED? August 48 it produces results. 
If not, losses incurred by some unexpected calamity could mean - 
the difference between growth or failure. Part IT of a two-part 
article on major types of insurance covering plants and operation. 


HOW WOULD YOU HANDLE HOT LEADS? 
Ilow to get the most out of your sales leads. 


SPECIAL REPORTS 


*DISTRIBUTION: EUROPE 

To find out what distributors are doing and thinking abroad, ID's 
editor Walter F. Crowder, made a tour of five countries interview- 
ing and attending meetings with European counterparts 


December 


HEALTH, LIFE, RETIREMENT: ARE YOU COVERED? September 62 
Last in a two-part series deseribes some of the many plana that 

safeguard against losses arising from death or disability. October 
WHET’ CUSTOMERS CUT BACK 

LOOK CLOSER AT POTENTIAL 

What do you do when many of your major custome re shut down 
operations? Here is how a distributor firm faced the problem. 


October 


TOOLS OF SELLING es ; . . November 
A 40-page report featuring what ID's editors consider the heat 
distributor advertising and sales promotion programs of the year, 
along with a comprehensive directory of the «sales and training 
aids manufacturers make available to their distributors, and a 
special report on audio-viauals. 


PROMOTION 


*CONTESTS PUT PIZAZZ IN SALES PUSH September 


A comprehensive report on how to make your sales contest pay 


POTENTIALS—PROBLEMS—PEOPLE December 
A training program that builds salesmen's confidence to increase 
sales—this is what Transmission Equipment Co. initiated 


BIGGEST CLINIC: SCHOOL FOR 600 ‘ December 
How a Texas specialist turned a small clinie into a full-fledged 
school with paid tuition. He expects to handle up to 600 students. 


IDEAS FOR SALESMEN 


INSIDE SALESMAN ON THE GO 
Inside salesman Lyndon Carman of M. J. Kelly Supply ‘Corp.. " Syra- 
cuse, finds being an iuside salesman has many facets. 


TATE FIRED UP! “ wi : December 
A fast-thinking management team at Tate Engineering, Raltimore, 
Md., turned a near tragedy into a successful campaign to build a 
bright new image. 


GENERAL 


FRENCH DISTRIBUTORS’ REPORT... cocccc ce Oy 
In an informal interview with two Frenchmen, ID gets the inside 
story on distribution abroad, and how our industry looks to them, 


RACKING UP MORE SALES BY SELLING SOLUTIONS 

Salesmen at L. L. Ensworth & Son, find it takes more than just 
selling the product. What really pays off is to be able to sell 
solutions, ideas on cost cutting, and savings in time and space. 


“SELL VALUE ADDED——-SELL MORE" ‘ ...,. August 
Today's customers are looking for distributor salesmen who can 
solve their technical problems and provide “‘value’ added” service. 
This Louisville, Ky., salesman tells how he meets these demands. 


SOUTH OF THE BORDER: FIGHT FOR SURVIVAL , August 
Mexican distributor plunges ahead with bold marketing innova- 
tions for overcoming problems of restricted imports. 


oy - DOUBLE INVENTORY FOR DISTRIBUTORS7... 
FOUR-ALARM” SERVICE VO THE RESSUE. .. . . -... August The metric system: ID discusses its possible effects. 


Tennessee salesman's unique ‘'4-alarm service” plan comes to the 
rescue at crucial moments to solve customer problems. 


November 252 


THE ID CASEBOOK 


New ideas from 64 firms to help you boost sales, improve methods, 
reduce costs—for management, operating and sales personnel. 


WHY NOT SCHEDULED CALLS? : .November 244 
Michigan salesman believes a set pattern is important in making 
calla, yet his pattern is flexible enough to handle emergencies. 


WHICH ROLE FOR THE FACTORY SALESMAN7. December 54 
Two distributor salesmen and one factory re presentativ e give their 
frank opinions on some ways selling can be improved. 


SEPTEMBER 
OCTOBER ‘oe 
ss em , sats ———" — NOVEMBER ... 
RECRUITING AND TRAINING FOR SALES DECEMBER 
SALESMAN FIRST, OR EXPERT—WHICH WOULD YOU HIRE7.. . August 
At Chattanooga Relting, sales experience comes first. The inside MEETINGS 

story on the Warren Hardy method of recruiting the right man. 

ABS GETS READY FOR THE FUTURE . 

It was a record attendance for Association of Be arings Spe rcinlints’ 
14th annual meeting in Colorado Springs, Colo. 


“LET’S TALK ABOUT SELLING” September 
As a result of a round-table discussion held ‘at. Atlantic Rearings, 
Somerville, Mass., salesmen know what is really expected of them. 

PTDA: PRIORITY ON TRAINING. July 


HOW TO END A MANPOWER GAP IN 8 NIGHTS . October The focus was on training at PTDA mid-; -year mecting in New York. 


New York City firm tells how it ended its manpower gap with a 

unique eight-week, one-night-a-week, earn-as-you-learn course. ASMMA CONFERENCE ‘65: RESTORING CUSTOMER FAITH. . Octobe. 

ASMMA members attend fifth industrial distribution conference. 

1D GRAD HITS HIS STRIDE . December 

Clarkson graduate, Burt Matteson, tells why he chose distribution. PTDA: BIGGEST. CONVENTION EVER Becomber 
Members of Power Transmission Distributors’ Association discuss 

INNOVATIONS 


industry problems at fifth annual convention in Chicago. 
*ORDERMATION IN CALIFORNIA: HAS IT BACKFIRED 
ID reports on the problems and challenges Data-Phone has brought 
to distributors in California—where it began four years ago. 


AFBDA: NEW BY-LAWS, LONG LOOK AT MANAGEMENT 
Anti-friction bearing distributors hold 15th annual convention. 


EDITORIALS 


. December 


ORDERMATION WITHOUT PUNCHED CARDS 
Tulsa, Okla., distributer uses a punched card principle without 1D Ad Awards 
punched cards and saves just as much time. How? By ordering with Traveler's Return 
special traveling cards that are used over and over again. Pizazz 

Distribution: Europe 
Tools of Selling... 
Why Tremble? ..... 





*MIP WISCONSIN MAKES THE GRADE September 
Five non-competitive distributors in Milwaukee, tell how group 
distribution is paying off, and they plan to expand it. 


ORDERMATION KANSAS CITY 


Group distribution has the full support of eight non-competitive, 
distributors who work together to promote ordermation. 


SALES PROBLEMS 


THE VALUE—SLIND BUYER 
How to convince a cost-conscious P.A, that value comes ; firat. 


* REPRINTS AVAILABLE 


168 : INDUSTRIAL. DISTRIBUTION 





